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All that you need to know about “Al-powered Account- 
Based Marketing” 


Marketing has always had an integral effect on the world and the industry. Newer ways have 
always come into the industry to change the working now and then. Recently a new wave arose 
named Account Based Marketing (ABM). ABM comes back with a well-thought and strategic 
vision towards designing as well as executing high-target, personalized marketing programs 
with initiatives in accordance to enhance the growth of business with significant impact by 
named accounts. 


The functions of Al powered ABM work differently from the traditional sales funnel. It can be 
implemented across different industries and various types of businesses. The framework needs 
to be followed to ensure effectiveness altogether. The element of artificial intelligence, 
stepping into the future of marketing, paves the way for more efficient and targeted campaigns 
in an innovative way that will change the face of digital marketing in the coming years. 


The combination of Account Based Marketing and Artificial Intelligence paves the way for more 
efficient and precise targeting, allowing for the automatic personalization of messages and 
campaigns and the identification of the best target accounts from vast amounts of data. It 
provokes the question, "Is Al-driven ABM something to look up to in the future?" 


Let's take a brief look at Al-driven ABM and learn more about it! 

e Identify Account Intent 
Artificial Intelligence is a convenient tool while the account selection process can gauge the 
intent. Firstly, it will be addressable to marketing as it meets general requirements like revenue 
threshold, headcount, and sector. 
Al filters out the third filtration level while depicting intent regularly. However, prospects align 
with all basic and intermediate criteria. With the use of Al, accounts intent can be analyzed very 


quickly being the reason for useful resources with the initiative of ABM. 


The intent of the account may vary from slide down as it leads to the list according to how well 
it fits the business. Refining the target audience list concentrates on success further limiting 
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opportunities. Demandbase has been implemented for a few years and realized that there are 
companies that would achieve the daily targets but could not sell well. 


e Develop an Account-based Sales Team 


The major advantage and benefit of ABM is the alignment of the sales and marketing team 
while Al boosts the bandwidth and can boost correlation ahead. Al Tech gives us sales with 
activity accompanied by behavioral information, as they act in a unique method i.e. case by 
case. This approach gives better reception time than generalized “Smiling and Dialing” 


e Streamlined Sale Cycles 


Marketers along with the sales team identify target accounts, and personalize marketing and 
experience, allowing the sales team to convert with the support of ABM. It shortens the sales 
process by extending the involvement of marketing into the sales funnel. As per the fifth annual 
report of State Marketing stating the incidence of sales and marketing teams sharing common 
goals and metrics rose from 52% to 87%. 


One of the major strengths is accelerating sales by influencing decisions made while talking to 
the salesperson. In various organizations, the sales cycles revolve around broad campaigns to 
gauge as many prospects as possible while shifting through prospects to identify high-value 
leads. It also enables pulling leads through the pipeline with the hope of closing the deal 
successfully. 


e Alignment of Marketing and Sales 


The relationship between Sales and Marketing organizations is crucial. A calculated approach 
towards ABM is considered to ensure target accounts are on the receiving end to engage with 
the buying experience, marketing, and sales on the same level. 


Implementation of ABM along with sales and marketing organizations have to agree upon 
resource allocation for every target account and assigning roles with their respective 
responsibilities to ensure a seamless transition between marketing and sales activities and 
determining the progress of their services and efforts. 


Get More Details 
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Case Study On ABM 
e Volkswagen Group Australia 


Volkswagen Group Australia is ranked at the top 3, globally for its prompt services. The major 
priority for Volkswagen is to retain customer loyalty for a lifetime. With 104+ dealerships all 
around the nation. They use Salesforce to ensure a stable customer experience and further 
provide analytics that further helps customers to find the right solutions and set the bar high. 


ABM is used by dealer networks and support groups to present a better-personalized customer 
experience. Be it a dealership, an application for an online drive test, or a follow-up call with 
sales. The communications are entered into the Marketing Cloud and further updated into the 
messaging to enhance their experience on a personal level too. 


In a nutshell, 


In the realm of modern marketing, Al-powered Account-Based Marketing is the driving force 
behind personalized and data-driven strategies. Embracing this transformative technology 
empowers businesses to deliver tailored experiences, forge stronger connections with target 
accounts, and achieve unprecedented growth in today's competitive landscape. 


As Al continues to advance, the future of Account-Based Marketing is brighter than ever, 
promising a new era of precision, efficiency, and unparalleled success for businesses worldwide. 


About Us: 


Intent Amplify has been delivering cutting-edge marketing solutions to clients across the globe 
since the year 2021. We are an Omni-channel B2B lead generation powerhouse. We assist you 
fuel your sales pipeline with the right leads, at the right time. Intent Amplify is a one-stop shop 
for all your B2B lead generation requirements. 


Here, we strive to adapt our approach to best suit the unique methodologies of each of our 
partners. This allows us to consistently improve our collaborative efforts and achieve optimal 
results. We prioritize the continuous improvement of our services based on valuable feedback 
from our clients. We are committed to providing unwavering 360-degree support throughout 
our partnership journey. 


